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Specialization Examination Date
Approaches

Estate Planning: A Psychological
Perspective

The 1989 Accredited Personal Financial Spe
cialist (APFS) exam will be given on September 22
at the following sites: Atlanta; Boston; Chicago;

By Judy G. Barber, M.A., Psychotherapist, specializing in the
Psychology of Money. Ms. Barber has a private practice in San
Francisco and Napa, CA.

Dallas; Denver; Dublin (a suburb of Columbus),

Estate planning can be a difficult process for

Ohio; Farmington Hills, Michigan; Houston; Los An

geles; Minneapolis; Nashville; New Orleans; New
York City; Philadelphia; Pittsburgh; San Francisco;

clients, both technically and emotionally. Planning
for what happens on one’s death stirs up feelings
that often don’t get explored or expressed be

St. Louis; Washington, D.C.

cause the technical aspects of estate planning can

Additional sites may be added.

be so complex. In working with clients, the CPA
planner can strengthen the client-planner rela
tionship by providing a process to help the client

Application Requirements
The AICPA’s Examinations Division recom
mends that applicants send in their application
packages by September 7 to insure timely pro
cessing so that they can sit for the exam.
The May 1989 update to the PFP Manual con
tains the entire APFS application package, includ
ing an application form and the examination content

better understand the emotional as well as the
technical ramifications of estate planning. The
process involves three stages. The planner needs
to:

(1) Provide a non-judgmental environment for the

client to express concerns and often contradic
tory feelings.
(2) Support the client in looking at the emotional as

outline. A brochureon howto prepare for the exam
will be sent to all PFP Division members in
September.

For additional information about the APFS
exam, call (212) 575-3860.

well as the financial outcome for heirs of the
estate.

(3) Ask the client a series of questions at the com
pletion of preliminary planning to insure the
client feels emotionally, as well as financially,
satisfied with his decision.
Continued on following page
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Providing a Nonjudgmental Environment
Facing mortality is not easy for anyone. For

those who pride themselves on their objectivity
and control over their lives, contemplating death
can be particularly difficult. Worrying about bur
dening family members or fear that a spouse won’t

be able to handle the new responsibilities can cre
ate anxiety. A client’s response to these feelings
may be to deny or ignore needed aspects of plan
ning or to delay completing a will once it has been
drafted. The CPA can respond with an acknowl

edgement that, “estate planning is a difficult pro
cess for most of us.” To feel comfortable making

The CPA planner can acknowledge the client’s
confusion by saying to the client, “You may have a
number of conflicting ideas regarding the best way
to plan the estate.” or, “you may have different
voices inside you which are confusing to you. It is
understandable, you have a complex situation.”

Then, by helping the client clarify goals and wishes
and explore alternatives, the planner can encour

age the client to look at different scenarios and the
effect the decisions would have on heirs. For ex
ample, “If you didn’t make Jack co-trustee of his
estate, how would he feel? If he is angry, would this

be okay with you?”

Clarify if the Decisions are Satisfying

this type of comment, the CPA needs to have ex
plored these issues for herself. By including

As the CPA planner and client move toward

oneself the CPA planner is implying that from per

completion of this preliminary process, which may
now include the attorney who will draft the will,

sonal experience, “I, too, understand how hard this
can be.” The client may feel less alone with his
fears and more willing to take on the task because
the professional across the table understands the
inherent difficulties.

Support the Client in Looking at the Emotional as Well as Financial
Outcome
A client may feel paralyzed by internal mixed
messages about what to do with assets. Typical
conflicting personal values may be expressed by

one or both of the following:

there are four questions that can be posed to help
the client assess the decisions that have been

made:
(1) Do you feel there is a balance between the per
sonal and financial aspects of the estate

planning?

(2) How do you feel the heirs will respond emo
tionally to the planning we’ve done?
(3) How do you feel about their anticipated re
sponse to the planning?
(4) Do you plan to discuss the estate plan with your
heirs? What are the pros and cons of letting
them know what you’ve done?
Exploring the emotional issues involved in es

(a) “If the money is locked up in a trust, the use of
the principal will be controlled.”
or

(b) “But shouldn’t the heirs have some or all of the

tate planning can be to the planner’s advantage by
strengthening the relationship with the client and

saving time and effort. The client can leave feeling

control so they’ll think that I trust them?”
and/or

more understood and positive about the planner’s

(a) “I’m confused about when and how to disperse
the estate. Which heirs will be responsible at

what ages to handle the assets?”
or
(b) “If I tell the heirs about their inheritance, the
information may take away their motivation.”

ability to deal with complex issues. Clients also may
be less likely to get off track later in the process,
such as procrastinating when it comes to signing

their wills.
The process of dealing with emotional issues
will not work for every client. Some are unwilling to
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look beyond the technical or tax aspects of estate
planning and don’t want to acknowledge emotions.
But for clients who planners find struggling with
the issues, exploring the emotional aspects of the
process can be of real value.

Ground Zero: Building a PFP
Practice from the Bottom up
Three years ago, Joel Isaacson began a finan
cial planning practice at Weber, Lipshie & Co. in

New York. Today, the practice is thriving and ex

Joel Isaacson, CPA, a
member of the PFP
Professional Education
Subcommittee, is
director of personal
financial planning at
Weber, Lipshie & Co. in
New York City.

pansion plans are underway.
During that first year, Joel did not expect the

firm to make any profit on PFP services, and was
satisfied with breaking even. He targeted his
efforts toward marketing comprehensive plans in
the $10,000 - $15,000 range, but soon realized this

was a mistake and changed his approach.
Joel expanded his potential client base by re
focusing his marketing efforts to include seg

mented financial plans and financial counseling.
While this entails the same process as marketing

comprehensive financial plans, it requires a
shorter report and more time spent with the client.
It yields similar, but more cost-efficient results.

This approach proved to be successful. To help
prevent client resistance to fees, Joel quotes a

range for the cost of the plan to the client, and puts
a cap on the range. Since the fee will not exceed
this cap the client knows what to expect from the

potential PFP clients in three categories—firm cli
ents, nonfirm clients, and other professionals.

They also provided names of people who work in
employee benefits for corporations.
Initially, 75 percent of the financial planning
business was from in-house clients. This helped lay
the foundation of the practice. Today 75 percent

of the financial planning clients are new to the firm.
Joel also teaches financial planning courses at
two colleges in the New York area. Besides enjoy
ing it, he has made valuable contacts, including
those with students who are employee benefits

outset.

specialists. As a result of these contacts he has
added several corporations to his client list.

Working With the Firm’s Partners

Building A Network

Joel believes the warm response of the Weber
Lipshie partners was the catalyst in building a suc
cessful practice. Although he joined the firm speci

New York Times columnist. Joel’s timely response
to press inquiries led to repeated referrals to Joel’s

fically to offer financial planning services, an early
goal was to convince the partners that financial
planning is a necessary and valuable client service.

In addition to generating client fees, expanding the
PFP service has brought other types of account
ing business to the firm. Joel regularly refers tax

and corporate work to the firm’s partners. He con
siders them “sales reps” in the sense that they can
present the firm’s financial planning services to cli
ents. In turn, the partners refer clients to him.
To expand the client base, Joel utilized the part
ners’ knowledge to obtain information on sources

of clients and professional contacts. They com
pleted a questionnaire that Joel prepared on pro
fessional contacts. They answered questions on

Through one of the firm’s partners , Joel met a

PFP expertise in the newspaper. Calls from other
journalists followed, and Joel is now called regularly

by the media.
Another contact made through the firm’s part
ners led to Joel’s speaking regularly at pre-retire

ment seminars. His presentations on this topic at
numerous corporate sponsored sessions have led
to increased business for the firm.
Joel teaches PFP subjects as part of the firm’s
in-house CPE program and he includes PFP items
in the firm’s newsletters. These activities reinforce

the partners’ awareness of PFP. Joel accepts invi
tations to speak before organizations, confer
ences and civic groups as much as possible. While
Continued on following page
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time.
Besides being active in the AICPA and the New

his clients follow this advice which provides for the
implementation of the plan in a timely manner. The
firm meets with the clients’ advisers and speaks
with them regularly to make sure the appropriate
action is being taken and clients can ask questions

York State Society, Joel believes it is important to
extend professional activities beyond the tradi
tional accounting environment. He gains valuable

without incurring charges each time they call. This
service provides an ongoing stream of income, in
creasing the profitability greatly.

Continued from previous page

he stresses that these activities may not gaincli
ents immediately, they net positive results over

information by listening to experts from other pro

By maintaining regular contact with clients,

fessions speak. He has developed a network of

and strengthening the relationship over time, Joel
finds that clients are more willing to revise the plan

professionals he respects and from whom he re
ceives referrals.

Ongoing Services

when circumstances and lifestyles change. Main
taining strong relations has also increased the
number of client referrals for financial planning

When Joel presents the financial plan to the
client, he encourages the client to sign up for ongo
ing services on a quarterly retainer basis. Most of

service. This retainer service, coupled with a tar
geted marketing effort ensures that the firm’s PFP
services continue to grow.

Identifying and Selling Financial
Planning Engagements

year’s tax return. It should take only a few minutes
to complete each client’s form.

By J. Ben Vernazza CPA/APFS, Managing Partner, Western
Region Investment Management Services by CPAs and Bruce C.
Ritter CFP, Principal and Partner in Charge of the San Francisco
area office of IMS/CPAs & Associates. (Special recognition goes to
Ronald R Meier CPA)*

countered was a 49 out of a possible 74. Scores in
the 30s and 40s mean a client WILL definitely ben
efit from personal financial planning, and is a top

Getting signed engagement letters is the hard

20 should be reevaluated as their status changes.

The highest score the authors have ever en

est part of adding personal financial planning to a
tax practice. File drawers contain the names of

numerous potential clients, but how do you know

prospect. Clients who score in the 20s probably
will benefit and are good prospects. Scores below

Don’t throw the checklist away once top

prospects have been identified. It now becomes a
marketing tool. Marketing financial services is dra
matically different from marketing tax services.

which ones are most likely to benefit from financial
planning? After PFP candidates have been identi
fied, how do you convince these individuals that

The value of tax services is clear to the public since
everyone must file a tax return. The need for finan

they will benefit from the service? The Financial

cial planning on the other hand, is less tangible. The

Services Opportunity Profile checklist is designed
to provide help in identifying clients and selling to

benefits cannot be as easily defined and people
must buy the service based on trust.

them (see page 5).
The checklist breaks out seven primary com

A completed checklist is an excellent starting
place for discussing financial planning with a client.

ponents of personal financial planning, plus an

It shows clients that you are interested in them and
have taken time to investigate their situation. The

eighth category for special situations. Potential
planning areas are illustrated for each of thirty-two

yes/no criteria. For example, if taxpayers are over

age 50, they are candidates for retirement, estate
and investment planning.
The partner/manager should complete the
Reference Items section of the checklist, based on

the available knowledge of the client. It may be
necessary to make “educated assumptions” for
certain questions. A staff member can complete
1040 Reference Items based on the previous

checklist opens the way for clients to talk about
their financial concerns and it points out the spe
cific areas where clients are financially vulnerable
and could benefit from planning.

The Financial Services Opportunity Profile
Checklist can make the hardest part of financial
planning, getting clients to sign engagement let

ters, a little easier.
*The authors wish to recognize the original work of Ronald P
Meier, CPA of Denver CO who originally designed a similar
checklist.
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FINANCIAL SERVICES OPPORTUNITY PROFILE CHECKLIST
(Check all boxes if reference item applicable)

INSTRUCTIONS:

Before meeting with client:
1) partner/manager complete Reference Items
2) staff complete 1040 Reference Items from previous year
tax return
3) total all checkmarks in each column
* Note: Practitioners may wish to change the thresholds to represent local
income and cost of living realities. Practitioners may also wish to assign
different values to each box checked to arrive at a different number

Tax
Planning

Reference Items

Retirement
Planning

Education
Planning

Estate
Planning

Investment
Planning

Cash
Planning

Risk
Planning

Special
Planning

Taxpayer age > 50

Children < 18

Grandchildren
Net Worth > $500,000
Net Worth >$1,200,000
Invested Assets > $250,000

Pension Distributions >

[___
]

$150,000
Gift/lnheritance 6 mos.

> $25,000
Officer/director of corp.? Yes

Job change within 1 year?

Yes
Up to date will? 83+ , If no

Low basis, appreciated stock
Child’s assets > $5,000
Business owner without
buy-sell

Retirement plan? Yes
Life insurance < (15XAGI)NW without residence

No Trust/Power Attorney

1040 Reference Items
Salaries and Wages
> $75,000
Passive Income > $10,000
Business Income

[___
]
[___
]

> $75,000

[___
]

Capital Gains > $40,000

Partnerships losses
> $25,000

Other income > $35,000

Keogh deduction > $7,500
Itemized deductions

[_ _]

Home loan > 12.5%

consumer interest

[_ _]

> 5% AGI

Charitable Contrib

[_ _]

> 7% AGI
Alternative minimum tax

Tax Owed > $5,000
Installment sale? Yes
Zero coupon imputed

[___
]

interest?

ITEMS CHECKED_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
total possible

74

18

11

12

4

16

4

6

3

THE MORE CHECKMARKS, THE MORE BENEFITS FOR THE CLIENT FROM A FINANCIAL PLANNING ENGAGEMENT.
IF THE CHECKMARKS ARE MADE IN AT LEAST FOUR CATEGORIES, THEN THE BENEFITS ARE EVEN GREATER.
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Other topics discussed at the Executive Com
mittee meeting are summarized below.

Continuing Professional
Education Highlights

IBCFP
Larry Hayden, Executive Director of the

The AICPA and two state CPA societies
are offering conferences in PFP and related
subjects. Thirty states are offering the Certif

IBCFP (International Board of Standards and
Practices for CFPs), reported to the committee on
recent activities of that organization, including revi

icate of Educational Achievement PFP

sions to the CFP examination.

Program.
The Certificate of Educational Achieve
ment PFP Program is an integrated series of

Specialization

seven PFP courses totaling 88 CPE credits.

The chairman of the Specialization Task Force

Over 2,000 people have enrolled in the pro
gram. Last year 150 graduates received their
Certificate of Educational Achievement.

reported on the task force’s suggested revisions
to the Internal Practice Review Questionnaire
(IPRQ). The IPRQ is a renewal requirement for

About 700 enrollees are expected to gradu

CPAs who hold the Accredited Personal Financial
Specialist designation.

ate this year.
For additional information about the
AICPA conference and CEA PFP Program,
call (800) 242-7269 [in New York, call (212)

Regulatory Matters

575-5696]. Call state CPA societies directly
for information about PFP conferences.

veloped by its Legislation and Regulation Subcom

AICPA Conference

Place/Dates

The National Conference
on Federal Taxes

Washington, DC/
Nov 13-14

The committee considered a position de
mittee on the Securities and Exchange Commis
sion’s proposal to Congress to establish self-

Recommended
CPE Hours

regulatory organizations for registered investment
advisers. The position will be considered by the

16

AICPA Government Affairs Committee in August
before it is adopted.

State Society
PFP Conferences
Ohio State Society
(614) 764-2727

Columbus/Oct.2-3

Missouri State Society
(314) 997-7966

St. Louis/Nov.l

A report was presented by the subcommittee

16

on recent state legislative activities in the area of
financial planner and investment adviser
legislation.

8

In the fall, the committee will review the results
of its Legislation and Regulation Subcommittee’s
practice survey that was sent to a sample of Divi
sion members. It requests that Division members
return their completed survey.

Highlights of the PFP Executive
Committee Meeting
At its meeting in Denver on August 3-4, the
Personal Financial Planning Executive Committee
held an open meeting to discuss its initial advisory
statement on the conceptual framework of the
personal financial planning process. The advisory

statement subgroup asked for the committee’s

approval to issue an exposure draft to its members
for comments. The committee decided to ballot on
a revised draft of the advisory statement.

The proposed advisory statement is designed
to provide guidance on what constitutes good

practice in the personal financial planning area. It
discusses the fundamental issues that confront
CPAs in the PFP process. The committee will use
the statement as a basis for developing future ad
visory statements.

Manual Update
The committee approved the publication of a
revision to the PFP Manual that will replace the
material in the investment planning section. The

expanded material on investment planning ad

dresses the management considerations and the
procedures for providing investment planning

services. The procedures rely on the traditional
skills and analytical abilities of CPAs. These revi
sions will be included in the next Manual update.

Subcommittee Reports
The committee heard status reports from the

Practice Subcommittee, the Professional Educa
tion Subcommittee, the educators’ forum advisory
subgroup and the Investment Planning Task Force.

AICPA
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PFP Division’s Technical
Conference
The PFP Division’s Conference Planning Advi
sory Committee is planning the Division’s third

annual technical conference. It will be held on Janu
ary 8-9, 1990 at the PGA Sheraton Resort in Palm

Beach Gardens, Florida. The conference theme is
PFP in the 1990’s. The conference will focus on

providing practitioners with tools and techniques
to face the challenges of the next decade. These
challenges include long-term care planning for
“Graying America”, asset allocation, and interna

tional investments. The program will feature ad
vanced level technical sessions on PFP topics
including insurance, retirement planning, estate

PGA Sheraton Resort, Palm Beach Gardens, FLA.

planning, and software products evaluation. The
program also includes a case study demonstrating

aters, fine restaurants, boating, and boutiques.

personal financial planning for three stages of life.
In addition, a few sessions will be held for partici
pants who are learning the fundamentals of PFP.
These sessions include managing and marketing a

A brochure providing detailed information
about the conference will be mailed in September.
So, mark the date on your calendar to attend.

PFP practice, and developing a PFP process.
The Division is sponsoring a breakfast meeting

Book Review

for Accredited Personal Financial Specialists on

The State of the Art 1989

January 8. The purpose of this meeting is to pro
vide an opportunity for specialists to network dur

Financial Services Professional’s Guide to the

ing the two day conference.
A new software program will be introduced at

State of the Art 1989, developed by the staff of
the American College, keeps practitioners abreast

this conference. It is called the PFP Workpaper

of developments in PFP, especially in the areas of

Generator. It generates workpapers found in the
PFP Manual. The new APG2 Library Volumes will

insurance and income and estate taxes. Develop
ments are organized into 15 subject areas, includ
ing planning for business owners and key ex

also be demonstrated. They contain data- gather
ing forms, worksheets, and a PFP work program.
Michael Lipper from Lipper Analytical Serv
ices, Inc.; Herbert Finkston, Director of the AICPA
Professional Ethics Division; and Michael A.
Azorsky, chairman of the PFP Executive Commit
tee, are the conference luncheon speakers. Mr.
Lipper will speak on how CPA financial planners

should view mutual funds. Mr. Finkston will speak
on implementing the FTC agreement with respect
to commissions and contingency fees. Mr. Azorsky
will provide a Division activity update.

In addition to the educational opportunities,
the PGA Sheraton Resort offers opportunities for
fun in the sun for you and your family. The resort is

noted for its recreational facilities including golf,
tennis, biking, jogging, and swimming. The Division

is sponsoring a golf and tennis tournament on Jan
uary 7 and a two mile fun run on January 9. Besides
the resort’s amenities, Palm Beach Gardens has
many attractions including the zoo, museums, the-

ecutives, qualified and nonqualified plans, retire
ment planning, the regulatory environment, and
the psychology of financial planning.
The explanation of each new development is
followed by a detailed discussion of financial plan
ning strategies for the new situation. The 350page guide is a convenient reference tool and

source of financial planning strategies.

Topics of interest include
■ New rulings that increase the flexibility of rabbi trusts.
■ A chapter on factors influencing risk tolerance, including
recent scientific findings.
■ The planning implications of the new business pursuits ex

clusion in homeowners policies.
■ The grandfather election for the excess distributions tax,
including planning considerations in the selection of a recov

ery method.
The $35 book is available from the American
College, P. O. Box 1400. Bryn Mawr, PA 19010
[(800) 841-8000].
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PFP Legislative Activity
State Legislation
State legislative activity is winding down as the
legislatures are adjourning for the year. While sev
eral legislatures took final action on proposed bills
affecting financial planners before adjourning, oth
ers allowed these bills to die when their sessions
ended. A state-by-state summary follows.
Hawaii—A resolution (SCR 236) was introduced
requesting the legislative auditor to study current
laws relating to financial planning and report rec

ommendations to the legislature before the 1990
legislative session. Although the resolution passed
in the Senate, it died in the House committee when
the legislature adjourned for the year. It may be
reintroduced in the next session.

New York—A bill (AB-8146) was introduced re
quiring the registration of investment advisers and
financial planners. The bill incorporates the
NASAA model amendments and includes an ex
emption for accountants. The Commerce Com

mittee voted favorably on the bill and referred it to
the Codes Committee for its consideration.
Washington—The governor signed Senate Bill
5085 into law. The bill broadens the definition of
investment adviser to include financial planners
and those who hold out to the public as financial
planners. The law became effective July 1, 1989.

Federal Legislation
While state legislative activity has slowed
down, activity on the federal level has increased

Indiana—A bill (SB-539) expanding the definition

since the SEC approved a proposal to establish
one or more self-regulatory organizations (SROs)

of investment adviser to include financial planners
died when the legislature adjourned.

for registered investment advisers. All registered
investment advisers would be required to join an

Massachusetts—A bill (HB-3348) was introduced
in the House to require the registration of invest

SRO. The SROs would establish qualifications and
business practice standards, perform inspec

ment advisers, financial planners, and those who
hold out as investment advisers or financial plan

tions, and enforce compliance. These SROs would

ners. Financial planners and investment advisers
would be required to disclose their method of com
pensation. The bill does include an exemption for

accountants. The Joint Committee on Commerce
and Labor is considering the bill and will issue a

report by September.

Missouri—A bill (HB-775) was introduced
amending the state securities law to broaden the

definition of investment adviser to include financial
planners. The bill died in committee when the legis
lative session ended. It may be reintroduced next
January.

AICPA
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be subject to SEC oversight. They would be pat
terned after the National Association of Securities
Dealers which regulates broker/dealers.

The SEC investment adviser SRO proposal
has been introduced by Senator Dodd (S. 1410),
chairman of the Senate Banking Subcommittee on
Securities and by Representative Dingell (H.R.
3054), Chairman of the Committee on.Energy and

Commerce. Hearings on this proposal will be held
in the fall. Opposition is expected by other industry

groups.
If the legislation is approved, it will be effective
two years after the date of enactment.
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